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Proper planning and implementation of our VAP and DPC activities will be critical in 1997 in 
order for us to achieve our objectives. To assist you, attached are: 

• RJR Promotion Workplan Summary {Attachment A) 

• VAP/DPC Payments (Attachment B) 

• VAP/DPC Quarterly Promotion Timetable {Attachment C) 

• VAP/DPC Payment Procedures (Attachment D) 

Our promotional schedule for 1997 is heavy, with at least one promotion scheduled each 
month. Additionally, competitive promotional plans are expected to increase for 1997 and they 
are moving to a 100% distribution target through wholesale channels. Our competitors will be 
actively promoting the value of the promotional assembly program and will put pressure on 
direct accounts to execute their programs on a priority basis. Timely execution of RJR 
programs in 1997 is a must. It is critical that we lock in VAP dates for our promotions for 
all of 1997 as soon as possible. 

It is critical that you schedule VAP-delivered programs before our competition locks in 
their promotional periods You should implement the following action steps to maximize the 
effectiveness of our VAP/DPC programs for 1997. 

• Using Attachment A as a guideline, lock in time periods each month to ship promotions from 
direct accounts to retail outlets. The first week of each month is recommended in order to 
get our promotions to retail in a timely manner. 

• Use Attachment B to determine proper VAP and DPC payments for each promotion. 
Emphasize that RJR pack and ship rates are extremely competitive based on current 
industry payments. 

• Use Attachment C as a worksheet to outline timetables and promotion specifics for each of 
our VAP and DPC promotions. (Attached is first quarter worksheet. We will provide 
subsequent quarterly worksheets with the quarterly workplan.) 

- Review with direct accounts their action plan. 

- Ensure that the right players in the organization understand our plan and the task at 
hand. 

- Where appropriate, leverage Category II wholesale Partners payments. 

• Attachment D outlines TPS payment procedures for 1997. 
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• Should you encounter scheduling problems due to competitive programs, please advise 
your Area Manager of Operations. Competitive promotional activity feedback will be 
important in developing future promotional plans/programs. 

Upfront planning and constant monitoring of plan execution is critical throughout 1997 to ensure 
timely execution of RJR programs. Locking in time slots now for the entire 1997 workplan 
on a topline basis, and then following up as needed with promotional detail, will help 
ensure crisp execution of our three Ps. Proper promotional planning will be vital to our success 
going forward. 

We will continue to look at improving efficiencies for getting our promotions to retail. 

Program Contacts: Your Area Manager of Operations 
Dick Luongo, extension #6110 
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